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Measurement e -
Strategic Objective Neaofiation metric Strategic Objective Measurement
9 * Process Improvement Defect Rate
+ Growth Orientation Cash ROl on Improvements
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Customer Base

B Lead
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Skill Training Plan
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Actual R&D to Sales
ROIC
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REGRESSION MODEL--FILE#:BALLIN01.STG--DECEMBER 13, 2002
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DR. AARON N. SILVER--BALANCED SCORECARD--DATA(CUSTABO01.STA)
QUADRATIC PREDICTION MODEL--FILE#:BAL3D1A.STG--DECEMBER 13, 2002
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